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created special Courts. While such cases are generally heard
elsewhere in Europe in the Civil Courts, sometimes specially
constituted with a magistrate and two commercial advisers,
France since the time of Napoleon has had Commercial Courts
where even the presiding magistrate is a business man elected
by the other business men of the area.
In every country the judge depends in technical matters on
the advice of experts. This institution has been curiously
developed in France. It was the experts to a great extent who
carried out the examinations in civil litigation and in their
capacity of " adviser-experts " tried to arbitrate between the
parties. Were they unsuccessful they did not simply give tech-
nical advice, but at the same time suggested the juridical lines
on which a decision should be based, which the judge generally
followed. They even acted as advisers in absolute problems of
law, so that a judge encountering a difficulty of the kind could
hand the documents to one of these experts who would then to
all intents and purposes do the work of the Court, however
extraordinary this might appear to the eyes of a foreigner. Since
the judges in these commercial Courts had a very restricted
knowledge of the law and legal procedure, a commercial case
was more often than not decided by the advisers.
The eventuality could even arise of a complicated case being
submitted to several experts at the same time or to a second and
then a third to confirm or disprove the opinion expressed by the
:first before the case coming before the Court and afterwards on
-going to appeal. If the civil procedure was slow and encumbered
with a mass of out-dated formalities, the method in the Com-
mercial Courts was certainly less rigid, but slowed up still more
by the work of the advisers and the discretionary powers of the
judge to grant a-defaulting trader the facility of long-term repay-
ment.
; As a result, therefore, though the French business man is
honestly straightforward in his dealings, the legal system tended
to favour his innate tendency to rnake the most of a fine chance,
"to do a deal**, to allow flexibility in the execution of his
.obligations and test his wits at " dodges".
Even, when business was going well he was never in a hurry
to pay and in no way embarrassed were a draft presented to
him several times. It seemed to him that he behaved very well
to .pay a part in cash and give his supplier a Bill for the rest.
The suppliers in turn employed the same method with their
manufacturers and they too with the banks, the supreme arbiters
in the commercial hierarchy. The banks would only take